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Innovation and creativity have been observed to be the crucial elements that can enhance business activity while also having the ability to solve problems. Innovation provides the business with an effective factor that can assist in maintaining healthy growth (Distanont and Khongmalai, 2020). The assignment will further discuss the plan of innovative survival to launch an e-commerce platform for the business. The business deals with the clothing brand of ‘the cotton textile company’. The main aim of the assignment is to discuss and present the innovative measures that can help in providing the business with healthy growth in online platforms through the help of effective measures. The assignment will further discuss and analyse the innovative survival ideas which will be followed by a discussion on the sector of e-commerce. This will further be followed by Marketing. 
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[bookmark: _heading=h.2et92p0]2.1 Innovative service idea 
The innovative service that is sold will be a service that is related to e-commerce that will help in providing the guarantee of delivery to its customers. The company associated with e-commerce is ‘the cotton textile company’ a UK brand that deals with clothing and fabrics. The fabrics and clothing company will further include other products such as footwear and showers while providing major services through online marketing services. The company has been observed to adopt highly innovative measures that can help them to explore many fields while targeting a huge range of customers.  The use of e-commerce or online platform can help the business to explore many areas that can further help the company be known as innovative and creative.  The company have adopted the most affected feature that involves the use of AI. Therefore, with the use of an AI-based system, the company has created and used effective measures that can assist the customers to maintain the factors that can help in creating better facilities that can provide the products based on comparison of the prices and better quality check.
Emerging needs and wants of customers 
The customers of this generation are easy to impress but hard to tackle. Therefore, the customers are observed to be more advanced demands and needs that mainly is related to the trend (Ferreira et al.., 2020). The business needs to follow specific trends to maintain the interests of the customers. Customers also want high-quality products from the customers that can be lasted due to their quality and durability. ‘The cotton textile company’ also needs to provide their customers with extra essential benefits that can help them to function more effectively. This involves a high variety of their products while considering the needs and preferences of the customers (Hollebeek et al., 2019). The huge range of products provides customers with a sense of availability of the brands that can help in engaging the customers. Customers also demand aesthetics and designs in their products that include fabrics and materials (Tidd and Besant, 2009). The fabrics are observed to play the most crucial role in the country (Soni, 2020). The customer's feedback is appreciated at a better rate to create a better perspective that can help in expanding the customer base as it has a major impact on the company (Trott. 2008).  In addition, the customers have adopted the measures of
The targeted customers
‘The cotton textile company’ is likely to target a huge section of customers that can help them to explore its business to new heights. Furthermore, the business will also provide huge products to customers of different ages. However, the most targeted customers will be young people who fall under the age group of 18-35 years of age. These groups are the most affected group that can help in targeting the customers as these section of the customers uses social media and online platforms. Therefore, the young section of customers is concerned with the type of outfits they are wearing and the ongoing trend in the market. They are further interested and indulged in purchasing from online websites that can further help them to grow their interests. In addition, the younger customers are engaged which can help in following the trends and are observed to be more focused on social media which can help them in making better recommendations. ‘The cotton textile company’ is a clothing business that can target a better section of customers to maintain healthy growth in the business.  
The process of selling the service
Various processes can help in selling the products of the company and can help in maintaining the process of consumption (Lee and Lee, 2020). The process of selling the products involves the process of selling the products through the mode of an online platform or e-commerce services of the company (Wongkitrungrueng et al., 2020). The customers will primarily look for the product on the online website and choose the product according to their preferences and needs. In addition, the customers will place an order for the product that will be further provided to them through the appropriate time of delivery. 
Name of the Venture 
The name of the venture is “Cotton Textile online” which can help in maintaining the purpose of maintaining quality. The product will be assured to be of the best quality as the company suggests. This can further help the business to maintain its grounds also in the online platforms through e-commerce shopping. 
SWOT analysis
	Strengths: The new products will mainly be trendy and stylish attracting young customers (Benzaghta et al., 2021). The quality of the product is also very high and fast-fashion which helps the company to attract a large number of customers. 

	Weaknesses: There is huge competition in selling goods through e-commerce platforms causing it challenging for the new business to attract the targeted customers. There is also a risk of systems crashing down affecting the business and its sales.  

	Opportunities: Selling services and products through e-commerce platforms gives it an advantage for the company to target a huge number of customers at a time (Benzaghta et al., 2021). Since most of the targeted customers use these platforms it provides an opportunity for the company to grow its business further and gain a huge amount of profits.

	Threats: There are already established businesses such as Amazon with a huge customer base which makes it difficult for the new businesses to grow and expand their offerings. It also provides a huge threat to the new business and the offerings may not be able to reach the targeted consumers.  


Table No 1: (SWOT analysis)
Source: (Created by the learner)
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Figure no 1: (SWOT analysis)
Source: (Benzaghta et al., 2021)
Innovation matrix
Innovation matrix is a strategic means which helps the leaders of the business to determine and prioritise the possibilities for creation in their organisations (Hevner and Gregor, 2022). It is divided into four categories that include disruptive innovation, architectural, incremental and radical innovation. Disruptive innovation is the type that introduces the product and services into an established industry at a lower cost. Architectural innovation arises when a new service and product uses existing technology for creating new markets and customers. Incremental innovation is a sequence of small modifications and advancements made in the company’s existing services and methods. Radical innovation is the type of invention which eliminates the current business-standard. The disruptive innovation matrix has been used for making the services and products accessible and affordable to the young targeted customers (Pinto et al., 2020). This helps the company to introduce its offerings in the established market at a lower cost and get the attention of young customers.
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Figure no 2: (Innovation Matrix)
Source: (Hevner and Gregor, 2022)
USP (Unique Selling Point) and Sustaining Innovative business
The USP can be stated as the Unique Selling Proposition, which can be observed as the effective factor that can help in making the service of the company better than the competitors present within the industry (Shih, 2022). Business organisations need to have a proper USP that can help them to maintain the standards that can provide them with a competitive advantage that can help them survive in the market. The USP of “Cotton Textile online” can be observed as their continuous development and design. The business has been observed to be innovative as it has added various features that have helped in better processing of the functions within the organisation. The company sells their products mainly with the motive to provide them with fabrics that are of high quality that can further help them to maintain a loyal customer base (Basal, 2019). In addition, the unique factors and techniques also can be observed as the USP of the e-commerce service adopted by the company. Therefore, the accumulation of such factors as USP helps the company to stand tall against all the odds while providing the company with considerable growth. 
Competitors, Competitive advantage, the difference in Value proposition from them
Various competitors are present within the area of the e-commerce retail industry. This involves famous names and brands such as Amazon, eBay, Shopify and such. These platforms have been observed to be effective as they have been observed to be functioning more effectively. This e-commerce has helped in providing their customers with effective measures to satisfy their demands that can help in fulfilling their desires and wants. The value proportion of Amazon has been observed to be their fast delivery, low prices and a large variety of products. Such factors have helped to gain loyal customers. These competitors also provided their customers with great benefits while helping them to enhance their experience in the form of e-commerce. This has made the e-commerce business more complex. However, this can be enhanced through the mode of better online facilities that can help in enhancing the services of the company. 
[bookmark: _heading=h.tyjcwt]2.2 E-commerce store 
Use of SaaS
SaaS has been observed to be of great help for the business organisation of e–commerce. Therefore, it is through the help of SaaS, businesses can help in saving their finances as it updates and upgrades their functions that can help in translating the services to maintain their efficiency through better mode (Ayuningtyas et al., 2021). It also helps the business to maintain essential features and factors that involve cyber security, backups, hosting and upgrades. Therefore, such features can help in maintaining the traffic of the website. It has further been observed that SaaS can be used to maintain efficiency in various aspects that involves effective features and functions such as Financial management, CRM (Customer Relationship Management), HRM (Human Relationship Management), collaboration, billing, sales management and email (Ratsanjani et al., 2022). This further helps in maintaining the data of the model and can further help in monitoring the information and data that can help in managing the process more appropriately that can help in managing the information and the network of the devices more easily. 
Use of Marketplace 
The marketplace of e-commerce will be the online platform that can maintain the process of attracting and gaining customers in various factors. The marketplace as an online platform mainly helps the business of e-commerce to expand its customer base while helping the business to grow more appropriately (Prakosa and Sumantika, 2021). “Cotton Textile online” which is a clothing sector can expand its business through the use of effective marketing tools. Therefore, it has further been observed that the company has expanded their functions to maintain healthy competition within the industry that provides its customers with effective products, dress materials and quality that are generally promoted on social media (Lu and Zhang, 2020). Therefore, it can be observed that the business utilises the online platform at a considerable rate which can help in expanding their business more effectively. 
Creating content 
The content of “Cotton Textile online” will be displayed on the website which can help the customers to maintain effective functions. Therefore, the contents can be displayed all over social media which can further help in promoting the products. This type of marketing is mainly practised through the method of influencer marketing where the influencers can help in promoting the product that can further assist in providing the potential customers or followers with the details of the product (Bratnicka, 2015). This can help in spreading awareness and curiosity among the customers about the product. Therefore, the customers have been observed to purchase the product mainly through the help of directions and product details. 
Financing 
“Cotton Textile online” can manage its financing through the help of accumulating bank loans and through the help of its stakeholders. The investors can further help in managing the finances of the business. This can help in managing the budgets of the company. 
	Resources 
	Cost 

	Advanced Softwares 
	$39000

	AI 
	$40000


Table No 2: Financing Budget Table
Source: (Created by the learner)
Supplies and Equipment 
To establish the e-commerce business, the business needs to acquire various essential tools that involve the use of advanced technologies that can further help in maintaining the efficiency of the team. Modern technologies along with the technical team, website and cloud computing software can also be considered to be effective equipment that can help in managing the supplies of the business. 


Staff 
The e-commerce business will involve various types of staff members that can help in running the business effectively. These will involve various terms that mainly involve managers, leaders, and departmental heads (Habel et al., 2021). In addition, these departments will also involve the department of technology, marketing, human resource, finance and such. Different departments are involved in the process of delivery including the department of customer service agents, packing staff, delivery staff and such (Lingyu et al., 2019). Therefore, it has further been observed that e-commerce marketing involves various departments that can carry out various functions respectively. 
Use of Payment Services 
The payment services can involve various departments that involve the mode of the online and offline payment. The online payment method can involve the process through credit cards, people, e-cash, e-wallets and such. Furthermore, the process of offline payment can also involve the process of COD (Cash on Delivery). 
[bookmark: _heading=h.3dy6vkm]2.3 Marketing
The process of Promotion
The promotional method of the e-commerce platform of “Cotton Textile online” can be processed through the mode of digital and traditional marketing methods. The traditional method mainly involves promotion through TV ads, Pamphlets, newspaper ads, hoarding and such. The digital method of promotion and marketing is done through the mode of social media marketing, e-marketing and such (Brunsiker and Van de Vrande, 2014). Therefore, social media plays the most crucial role in maintaining the promotion of products that can help in utilising the process of marketing. 
Targeted Customers 
The targeted customers are the people and set of customers that belong to the younger section. This involves the people that mainly purchase items from online modes. Therefore, it has further been observed that the targeted customers are the customers that frequently purchase items through the online shopping method. The customers mainly involve the female section as they are mainly concerned with online shopping and relate themselves to the fashion industry. Therefore, it has further been observed that the products offered by “Cotton Textile online” are mainly for females sections. In addition, the company also offers products for babies, children and adults that mainly target the age group of 18-35 years of age. Although the products are available for the age group of 2-60, the main people who purchase the products fall under this age group.
Social media use 
Social media has been observed to be the most effective platform that can help in managing the different areas that involve social platforms such as Instagram, Facebook, Youtube and such. Therefore, such factors have also been observed to be of great use within the various modes that involve essential activities. Facebook has over more than 60k followers while Instagram has over 40k followers. The method of social media marketing can be observed that can help in expanding the sources and promote the factors at a greater rate. Therefore, the use of social media has been observed to be the greatest factor that can help in managing the business operations of the company. 
Paid Search Engine
The advertisement is mainly created through measures such as search engines that involve search engines such as Google. The advertisements can therefore be offered through the help of different platforms on the Internet. 
Role of Customer Journey 
The consumer journey plays a crucial role in maintaining the process as it helps in maintaining various stages that can help in performing business activities. The customer journey will try to provide the requirements and needs that can help in identifying and influencing the customers to shop and purchase more from the online website of “Cotton Textile online”. The customer journey map of Cotton Textile online involves the initial step of creating effective measures where the initial step is to go through the profile and select products that are liked by them. the customers purchase the products that catch their attention which are the products with special quality and positive feedback. 
Online and physical marketing strategies 
The online marketing techniques that “Cotton Textile online” can involve use of content marketing, digital marketing, e-mail marketing and social media marketing. On the other hand, physical marketing techniques can be observed as a marketing means that involves the use of special events that includes essential and effective measures such as event launch, advertisements in the newspaper, pamphlets distribution and other such methods (Xu et al., 2022). The marketing techniques have been observed as the goals that are implied by the company for the long term that can help in analysing the demands and needs of the customers. Therefore, such factors can help in maintaining a competitive advantage that can help in maintaining the brand image of the company (Clegg and Birch, 2002). Therefore, the marketing strategy can be defined as the process of delivering, communicating and creating value that can help in targeting the market to create more profits. 
Pre-launch promotion
The pre launch promotion method of “Cotton Textile online” will involve a promotional strategy that can help in maintaining a healthy customer base. The promotion of these methods can be done through the help of planning an event. The event can hold various factors such as prizes and couple and family games that can attract a larger audience. Therefore, these are effective ways to attract customers while providing them with effective measures that can easily form a customer base.  
[bookmark: _heading=h.ncwhopdqyc0]

3. Conclusion
The above assignment has discussed various measures that can assist ‘the cotton textile company’ in launching their e-commerce platform as “Cotton Textile online”. The online platform will help in expanding the business as it can target a huge section of customers while expanding the customer base. It has further been discussed that the company can explore their activities by providing a huge variation in its products that can help the customers to explore their markets. The products of “Cotton Textile online” have been observed to be for different age groups starting from the child to adults. However, the main targets of the company have been observed to be the youth. Therefore, to target the youths, social media marketing strategies have been discussed to be in use. 
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